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UNITED STATES DISTRICT COURT
FOR THE DISTRICT OF COLUMBIA
- x

ANN B. HOPKINS,
Plaintiff,
- against -

PRICE WATERHOUSE,
De fendant.

X

DEPOSITION of NEIL REDFORD, taken before
Rita K. Smith, a Notary Public of the State of ,
New York, held at the offices of Price Waterhouse

1

1251 Avenue of the Ame ric as, New York, New York
10020 , on the 12th day of January, 19 9 0 , at 1:35
p.m., pursuant to notice.

Borak Reporting Service, p.c.
CERTIFIED SHORTHAND REPORTERS
295 Madison Avenue, New York, NY 10017
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«

2
1
2

APPEARANCES:

3

KATOR SCOTT & HELLER, ESQS.

4

Attorneys for Plaint if f

5

1275 K Street, N.W.

6

Suite 950

7

Washington, D.C. 20005-4006

8
9

BY: JAMES H. HELLER, ESQ.,
of Counsel

10
11

GIBSON DUNN & CRUTCHER, ESQS.

12

Attorneys for Defendant

13

1050 Connecticut Avenue,
ashington, D.C. 20036

14
15

N .W.

BY: WAYNE A. SCHRADER, ESQ.,

16

THEODORE J. BOUTROUS, JR.

17

of Counsel

and

18

- and -

19

ULRIC R. SULLIVAN, ESQ.

20

Assistant General Counsel, Price

21

1251 Avenue of the Americas

22

New York, New York 10020
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IT IS HEREBY STIPULATED AND AGREED by
and between the attorneys for the respective
rties h reto that filincj/ sealin

an

certification be, and the same are hereby waived.

IT IS FURTHER STIPULATED AND AGREED

7

that all objections, except as to the form of the

8

question, shall be reserved to the time of trial.

9

IT IS FURTHER STIPULATED AND AGREED

10

that the within examination may be subscribed and

11

sworn to before any notary public with the same

12

force and effect as though subscribed and sworn to

13

before the court.

14
o 0 o

15
16
17

18

M. NEIL REDFORD, having been

19

first duly sworn by Rita K. Smith, notary

20

public, was examined and testified as

21

follows:

22

EXAMINATION

23

BY MR. HELLER:

24
25

Q Mr. Redford, why don t you tell us
your full name and position for the record.

4
Red f ord

1

2
3

M. Neil Redford. I am president of

A

Bell Redford Glenn Incorporated.
What is Bell Redford Glenn

4

Q

5

Incorporated?

6

A

7

8

9

11 is a firm that is known as an

outplacement counseling firm.

Q

Tell me what the firm does basically

for people.

Basically, we assist corporations and

10
11

individuals typically in the process of finding

12

their next position once they have left the

13

company.

14

Q

Do you restrict yourselves in ter s of

15

the kinds of people you help or the kinds of jobs

16

you look for?

17

A

No, sir.

18

Q

How big is your firm, how many people?
There are four principals and three

19
20

clerical.

And how long have you been doing this

21

Q

22

kind of work?
MR. SCHRADER: How long has he been

23
24

25

engaged in it, or the firm?

Q

You personally.

5
Redford

1
2

A I have been over 15 years.

3

Q Tell me again how you -- outplacement

4

services?

5

A Yes, sir.

6

Q How long has your firm been in

7

existence?

8

A For the last six years.

9

Q And the statement that was given to me

10

indicates that you have done some outplacements

11

for people who have left Price Waterhouse ?

12

A That is correct, sir.

13

Q Have you done that under contract with

14

Price Waterhouse or under contract with the

15

individual people?

16

A With Price Waterhouse.

17

Q And how long have you had contracts

18

with Price Waterhouse to do that ?

19

A One year.

20

Q And can you tell me how much that

21

22

contract is f or, that one-year contract ?

A We actually don t have a written

23

contract. It's just that we are their main

24

supplier for this service and it's based upon the

25

number of people and a per diem for dealing with

6
Red f ord

1

2

these people.

q All right. Now tell me ho

3
4

you

charge, how you charge that .

Basically, it s $2,000 a day.

5
q

6

ow, if a senior manager is sent to

7

you by Price Waterhouse who needs to or wants to

8

look for work elsewhere, how much time are you

9

likely to spend at that 2,000 a day rate on such a

10

prob1em ?
A We have four basic progra s and they

11
12

are broken down very simply by the amount of

13

time . The first one is one day, which we very

14

rarely use; a two-day program; a three-day

15

program, and a complete program where we actually

16

bring the individual in the company and keep them

17

on our premises until they get located.
q Has Price Waterhouse paid you to do

18
19

t hat ?

20

A Yes, sir.

21

q And for what level of people coming

22

23

from Price Waterhouse have they done that?
A This has been mostly for, well, it's

24

across the board, but mostly for managers and

25

senior managers.

And how many of those have you had in

2

Q

3

the one

4

until we place you?

5
6
7
8
9
10

year that have taken the fourth plan.

just one, as a matter of fact, one

A
partner.

Q

Can you tell me, without naming the

partner,, how much the fees ran up to in that --

A

I am sure that a maximum fee on that

is 15,000.

11

Q

I see, so there is a cap on it?

12

A

Yes .

13

Q

Did it take you more than the seven

14

and a half days that that suggests?

15

A

16

effort.

17

him, it took less time.

It took more time, but not in our
i n the time that we spent actually with

18

Q

That is him, you said?

19

A

Yes .

20

Q

And what did he finally end up doing?

21

A

He is now a partner in a Midwestern

22

city for a small accounting firm.

Q

23
24
25

to his

And how does his income there compare
last income at Price Waterhouse?

A

Less.

8
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1

Q Can you give me factors -- well, can

2
3

you sta e without being absolutely precise the

4

earnings he had in the year before he left Price

5

Waterhouse and the earnings he is now expecting to

6

have where he is placed?
A it s about three-quarters of what he

7

8

was earning with Price

9

aterhouse.

Q What he was earning at Price

10

Waterhouse was, I take it, in the $200 to $300

11

range?

12

A Not quite that high, no, sir, but he

13

wanted to go to the Midwest where his roots were

14

and he got involved with a small firm there.

15

Q You say you have a one-year contract.

16

Are you near the end of the year or beginning a

17

second year or what?

18

A We are now in a second year, yes.

19

Q Congratulations.

20

A Thank you.

21

Q And how many managers and senior

22

managers did you place during that first year?

23

A We had --

24

Q We 11, excuse me, wait a minute. I may

25

not have asked a good question because, if you

9
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1

2

don t do the fourth plan, I take it you don t

3

nec e ss ari1y

4

isn t that right ?

5

place them, you just assist them;

No, no, we stay with them through

A

6

phone contact and/or physical contact, when we see

7

them, until

8

sense we

9

they get placed.

10
11

they are placed, so we do, in that

are are still in touch with them until

Now, how many of those people have

Q
there been,

senior managers and managers ?

12

A

61 in number.

13

Q

How many senior managers ?

14

A

I would have to be1ieve that that
about three-quarters of that number,

15

would be

16

senior managers.

17

Q

18

happened?

19

managers

Can you tell me on the whole what has
Tell me again how many senior
I have been distracted.

20

A

About three-quarters of the 61.

21

Q

So we are talking in the 40 to 45

22

number ?

23

A

Yes.

24

Q

And how many of those have been placed

25

through your efforts?

y

10
Redford
A The latest statistics, about 85

2
3

percent.

q And what can you say about earnings

4
5

that they have in their new j obs compared to their

6

earnings at Price

aterhouse ?

A In reviewing the statistics, the

7

8

ma j ority of them did as we11 or better in their

9

next position.

Q Now, have any of these people been in

10
11

Washington, D.C.?

12

A Yes .

13

Q How many of those?

14

A To my recollection, about two, two or

15

three in that area, in the Washington area. May

16

have been one in Baltimore.

Q And can you tell me what j obs you

17
18

found for the ones in the Washington and Baltimore

19

area ?

20
21
22
23

A Well, we don t find them the jobs; I
should make that clear.

Q What jobs you have assisted.them in
finding, I gues s ?

24

A Yes. I don t have that information.

25

Q Were they government jobs?

11
Redford
A To my recollection, no.
Q Now, those senior managers were

earning, what kind of range were they earning

hen

you took over their proble s or tried to help
them?
A Yes, most senior managers are between

7 0 and 9 0 thousand.
q

nd you wou1d consider it a success if

you placed them again in a job that paid that kind
of money; is that correct ?
A Yes, sir.

q Now, were you doing this back in 1984

and 198 ?
A Yes, sir.

q Has it become easier or harder for you
to do this job for people such as senior
at Price

anagers

aterhouse?

A Well, of course, I wasn t working with
Price Waterhouse at the time.
Q People such as.
A Such as. Thank you.

It would reasonably, you would expect
it getting more dif ficult . But my statistics
don't indicate that. It's just as easy now as

12
Redford
then. The function of getting a job is not so
much what the job marketplace is , as
it is how we11 you approach it.

Q

All right. Tell me, I want you to

tell me, I want you to focus on a senio

manager

coming to you from Price Waterhouse whose area of

practice here has been management consulting
services .

Let me ask you one more factual

question before we get into the supposing.
Have you had any that came to you from
Price Waterhouse who were in the office of
government services branch of the management
consulting services here ?

A

No, sir, not to my knowledge.

Q

Those are mostly in Washington but

they are not all there, I understand. So that

person, take that person and take that person as
somebody who has basically been involved in major
contracts to install systematic controls, heavily
computerized systems, logical systems. What kinds
of things would you do for that person?

A

Wei 1, the first thing we would do

would be to get a good resume put together.

13
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1

2

Q Yes .

3

A we would get a marketing plan which

4

would include what kinds of co panies and/or

5

government offices they are going after.

6

And we would then work out this

7

marketing campaign in terms of what executive

8

search organizations they would get to and then

9

what contacts they wou1d use, because all of us

10
11

have great numbers of contacts .

It surprises people how many people

12

you really know and it s from these contacts and

13

from the search organizations where the j obs are.

14

And so we would work that ca paign out.

15
16
17

Then we would go on and teach the how
to be interviewed, how to

e a good interviewee.

And that s basically the campaign and

18

stay with him as kind of a coach all along the way

19

in dealing with problems that they are having.

20
21

Q All right, but let s, just to be
clear, you are not finding them the jobs as such?

22

A No, sir.

23

Q This is probably an unflattering

24

comparison, but it sounds to me like you are a

25

little bit like a real estate agent with

14
Red f o rd
properties to sell and you are trying to find the
real estate agents with purchasers, or is that the
search firms, I take it, are the people who are

looking for e ployers to find people?
A Let me hear that once more.

q Well, maybe I didn t use a good
metaphor. But my metaphor was that you were a
little bit like a real estate agent who has
somebody with a property to sell, and the search
firms apparently are the real estate agents with

people who are potential buyers; is that correct.
They are working for the companies even like Price
aterhouse ?
That is correct.

n Now, you don t do that work for Price
'"j>

Waterhouse, do you?
A No .

q you are not a search firm at all?
A

o, I don t find

no, that s true.

I am on the other end of the spectrum. I had been
in executive search in my career, so there is a

very definite difference.
q how many search firms would you put
such a person

in touch with?

15
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1

2

A That depends upon what their, where

3

they are interested in going. We have people who

4

are interested in a national campaign and we are

5

1iable to send anywhere from 300 to 400 letters

6

out with resumes.

7

I f it s a restricted kind of thing, in

8

New York, for example, maybe 125 to 150; in

9

Washington, assuming it s in the environs of

10

Washington, I would probably send 6 0 to 10 0.

11
12
13

Q Are these all to search firms or to
employers themselves ?
A We find that sending them to employers

14

is probably the least functional way of doing it.

15

So that we would not encourage that.

16

Q Why is that?

17

A For one thing, we don't want too much

18

paper floating all around the place. We don't

19

want a resume coming on somebody's desk from one

20

end and then from a search outfit and then from a

21

friend, because it looks -- it doesn't look good.

22

So we would encourage, if they wanted

23

to get into a specific firm or agency, to find

24

somebody in that agency that can get them in.

25

Q Are there that many search firms in

16
Red f ord

1

2

Washington, because I don t think the Yellow Pages

3

list them?

4
5

6
7

8
9

A Not in Washington, D.C., but in the
environs there are we11 over 150.

Q what are some of the biggest and best
of those ?
A Heidrick and Struggles; Spencer Stuart
I can spell because I worked for them.

10

Q You worked in Washington?

11

A No, in New York.

12

Q They are a national firm?

13

A Oh, yes, they are international. In

14

15

fact, all of these are international.
Q Korn ferry.

16

Oh, there are, I don't know, many,

17

many of them. Russell Reynolds is down there.

18

Any of the big ones are.
But there are a number of very

19
20

specialized, too, and that I would not, that I

21

would want to get my resume to.

22
23

Q Is there one called Richards
Associates?

24

A I am not fami1iar with that one.

25

Q I am sure you have been asked about

17
1

Red f ord

2 these. Something with the name Whalen in it?
3 a Again, I am not familiar with them.
4 Q And one in New England called

5 HalIbrecht ?
6 A HalIbrecht I have heard of.
7 Q Now, if you wanted to go with another
8 Big Eight firm in management consulting, which
9 firms wou1d you go to, which search fir s would
10 you go to?
11 a I would go to all of them. Having
12 been in search before myself, I don t remember
13 ever turning down a job because somebody said we
14 specialize in making widgets, do you specialize in
15 that. 0f course our answer always was yes. One
16 doesn t turn down business.

17 So my as sumption is that you would go
18 to all of them that you could on the basis that
19 any of them
2 o Q Aren t there some that tend to say we
21 don t handle, we don't handle people at your
22 level, or we don't handle, that could be either up
2 3 or . down?

24 A I could see them saying down, but I
25 have never heard anybody say it up. I never heard

18
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anybody turn down a job.
q okay. Now, do you service an

outplacement service for people seeking to get
into Price Waterhouse ?
A A search organization?
q

ell, no, I assume, but I assu e in

this case you know the people right across the
street, your office is right through the window
behind you, isn t it?
A Yes .

q so do people come to you and you help
them get into Price Waterhouse at the manager or
senior manager level?
A Oh, I see what you are saying. I
don t recall anybody specifically talking to me
about that or getting interviewed here, but
certainly this would be a targeted company for
somebody that was qualified that came from some
other organization, surely.

q How often have people who came to you
for outplacement services become partners in

either one of the Big Eight firms or one of the
very large national accounting firms or management
consulting firms as a result of your efforts or

19
Redford
partly as a result of your efforts?
A In going back over the years --

Q Going back over the last five or six
years, not, leave aside your search

eriod.

A Yes .

And becoming partners In consulting
firms generally, not specifically with the Big
Eight, I would say I have had a number that have
done that, have gone with McKenzie or Booz Allen.

q Are they organized on a partnership
basis ?
A To my knowledge, they are.

Q How many people have gone directly
into partnerships as a result of your outplacement
services or partly as a result of your
outplacement services in either the Big Eight or
firms of that size and ilk?
A I really don t have an answer for
that. I don t know. I know a lot of people have
gone into smaller firms that I have dealt with,
they have gone in as partners .

Q Well, I want to focus on this because
I understand you are going to testify at the trial
of this case, and the plaintiff, Ann Hopkins,

20
Red f ord

1

describes herself as a person who works on large

2

systems and certain sizes of firms I don't think

3

ri a 1 with those very often.

4

A Yes .

5

Q At least that would not be a good

6

looking labor market, from my viewpoint, and I

7

8

want to be upfront with you about it.
Now, do you know what a starting

9
10
11

12
13
14
15

16
17
18

19
20
21
22
23
24
25

partner at McKenzie or Booz Allen earns?
A I really don t, I don't have that
information.

q Well, you have helped place in those
firms at that level, so --

A i really don't recall the specifics.
I would be speculating.
q Do you know how it compares with

partnership entry levels in the Big Eight firms?
A I would think favorably.

q As high or higher?
A As high or higher, sure.
Q Okay.
q Could I ask you what your income is
last year.
A I don't think so.

21
Red f ord

1

MR. SCHRADER: I am not sure, why

2
3

don

you t y to give

4

would be relevant to anything.

w y that

MR. HELLER: To give me some measure

5

6

n explanation fo

of the success of the firm.

MR. SCHRADER: Why don t you see if

7

8

you can get at it some other way. He has taIked

9

about statistics of placing people . You can talk

10

about the number of people who have gone through

11

there, through their business last year, and that

12

would, given their fee structure, that would give

13

so e sense of success , success in terms of

14

attracting business, succes s also in terms of

15

having people find jobs who have gone through

16

their firm.
q How many man/woman days of

17
18

outplacement services did you provide back in

19

1989?

20

A In '8 9 ?

21

Q In rough numbers.

22

A Yes, I would say in excess of 200

23
24
25

people came through our process.

Q And I a

interested in the man or

woman days, the number of days.

«

22
i

Redford

2

A We will see -- there are different

3

types of measurements. There is the amount of

4

time that we spent with people and the amount of

5

time that they spend in our operation. In a

6

sense, we provide real estate for most of the

7

people that come through a place for them to work

8

at.

9

Q I s ee.
A In the case of Price

10

aterhouse, in

11

the vast majority, we don t. We counsel them and

12

then they have their own space to work out of.
q To your knowledge, how does Price

13
14

Waterhouse convey to people who are thinking of

15

leaving the availability of your services ?
A The way it works is that the partner

16
17

explains usually to them that they are not making

18

the cut at a given time, and that this is their

19

severance arrangement, and you are also going to

20

receive outplacement if you wish to avail yourself

21

of it. You can receive outplacement services from

22

us .

23

And then we, we in turn are alerted by

24

the partner that this has happened, and- either the

25

individual calls us or we call them and make

1

2

arrangements to meet with them, get the process

3

started.

The first thing we do is send out

4

5

materials so that they can get a sense of comfort

6

that there is a body of knowledge and process that

7

they can, that they will go througfi and can start

8

work on getting materials together for a resume

9

and all the other various things that they are

10

going to need.
q How many firms like yours are there in

11
12

Washington, D.C.?

A To my knowledge, there must be at

13
14

least a half a dozen.

Q And how many in New York, do you

15

16
17
18
19

think?
A Oh, there is more competition here. I
would say probably 30.
Q And when you talk about the numbers of

20

search firms that the person, you might put the

21

per son in contact with, I t a ke it, whoeve r it is,

22

your client, the person does the contacting of the

23

search firms or do you contact the search firms ?

24

A Oh, no, they do it themselves.

25

Q You assist them in the paperwork and

24
Redford
Bedford
mailing and all that and telephoning or whatnot ?
A Not for Price Waterhouse. That s done

in their own office.
But we give them the list, this is the
recommended group.

Q

Does the list describe specialties or

things that you should know about these firms
individually? I mean, if I looked at a list of

300 people,

how wou1d I know which ones to use on

a list like that?
A

If it was our list, they would be a

proven list of valued kinds of organizations and
we wou1d say to the

all.

q Would the person then say, I am coming
from Bell Redford Glenn, Inc., or something like

t hat ?
A

No, nothing. They would say that they

are still employed by Price Waterhouse or Seagrams
or Chemical Bank or any of the other organizations
we work with, and they are still employed by them.

Q

Supposing they have already left?

A

The conventional way of making a

resume is to s ay " present, " from such and such a
date to present.

25
Red f ord

Q

Even if that is not true?

A

Even if it s not true. There is

usually an attachment with the organization, they
are either getting severance at that given point
or they are still in so e way employed. They are
get ting bene fits from the c ompany, and so in one
sense it is true that they are still employed by
them.

Q

Now, have you ever dealt in

outplacement work with anybody who was engaged in
a lawsuit with their last employer ?

A

Yes .

Q

And did that complicate your e f forts

at placement?

A

No. Not the ones I have dealt with.

Q

How many of those have you had?

A

Over the 15 years that I have been in

the business, I would think about 15

Q

Now let me ask you to go back to the

time when you were in the search side of them.

A

Yes .

Q

How did you deal with that when you

came to tell a prospective employer of your
clientele, tell who had lawsuits against their

26
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1

2
3
4

5

last employers ?
A I don t recall ever dealing with
anybody that that ca e up.
Q I see. How do you deal with it or how

6

do you tell them to deal with it now that you are

7

in the outplacement side of this, that is,

8

somebody comes to you and they say, I have left

9

Price Waterhouse and filed a suit against the

10

claiming that they turned me down or denied me a

11

partnership for reasons of sex discrimination?

12

We 11 --

13

Q Lawsuits pending?

14

A For one thing, it has never come up.

15

Q I thought you said it had come up 10

16
17

or 15 times maybe?
A That they were, that I knew of them

18

having lawsuits. But asking me directly the

19

question, I would suppose I would say, don't

20

volunteer information on it.

21
22
23

Q Supposing it had already appeared in
Time magazine that there was such a lawsuit?
A I again would say, let's not

24

emphasize. Not everybody reads Time

25

would hope.

agazine, I

27
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1

Q Do you have any advice to give to that

2

3

person

4

the day-to-day business and traffic of lawsuit if

5

they go to the new employer, then it s going to

6

co e out?

A

7

8

bout how they are

oin

to go deal wit

ould you like me to specul te how I

would deal with that?
Q I don t mind you speculating a little

9
10

bit. If you have experience, I would prefer

11

that.

I really have not had any direct

12
13

experience. I would think that 1 would make it as

14

non-obvious as possible, but that's like I

15

wouldn't say that I have a history of suicides in

16

my family, if I actually had, it's just

17

something --

18

I had a gentleman whose father was an

19

undertaker, and he told me that one of the big

20

problems he always had in interviews was that as

21

soon as he would tell the people that he was

22

talking to his father was an undertaker, they

23

would start talking about how is it like to be a

24

child of an undertaker.

25

And this was a very intelligent guy.
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and I said

hat is the obvious answer to that, and

he thought for a long time and he said, gee, maybe
I shouldn t tell them my father was an undertaker.
q No, that I understand. That isn t an
essential piece of information, but people may
want to know, if you are going to work as their
employee, that you have a 1awsuit pending with
your last employer.
You do understand, I take it,
Mr. Redford, that those lawsuits, unless they are

dis issed, require some time and attention and
sometimes get publicity ?
A Yes, of course.

Q So now, think about that.
MR. SCHRADER: I just think it's so
hopelessly hypothetical. How much time, how much
energy, you know, when is that time going to have
to be spent.
I don't see any way that he can answer

that kind of a hypothetical. I don't see any
useful purpose in having him speculate at that
level.
Q Were you personally aware of Ms.
Hopkins' lawsuit against --
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1

2

A No, sir.

3

Q And this has never come up in your

4

dealings with search fir s or prospective

5

employers, that somebody has raised a question

6

about somebody ho had such a lawsuit pending?

7

A No, sir.

8

q What is the highest compensation

9

offered to any

well, accepted, offered and

10

accepted

well, no, offered to any client from

11

whom you gave outplacement services in the last

12

five years?

13

A 600,000 .

14

Q How many in that range?

15

A Oh, there is just one.

16

Q What is the next one ?

17

A You drop down now to about 400,000 and

18

there weren t too many in that one either.

19

q How many over 100,000?

20

A oh, in percentage, I would say 30

21
22
23
24
25

percent, in excess of 30 percent.
Q How many women versus men in those

ranges, in the over 100,000?
A The last time I looked at our
on sex as a differentiating
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characteristic, I think we do about 2 0 percent
women, and I would believe that 2 0 percent, that
the ranges would be the same.

Q So if you have 2 0 percent

omen, you

think 2 0 percent of the people you place over
$100,000 would be women as well?
A Yes .

Q Now, coming from the Price
gj-Qup that you nominated as about 6 0

aterhouse
anagers and

senior managers, and I think we said in the range
of 4 0 to 4 5 senior managers, do you recall how
many of those were women, in round numbers ?
A Same percentag

in round numbers.

q So you would think you were talking
about nine or ten or something like that at most?
A Yes .

q You have to s ay yes or no; you can t
nod in this business?
A Yes .

Q How do you get your business, how do
people learn of your services aside from Price
Waterhouse and other employers directing them to
you ?
A Well, it s again like the contact
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2

network in the main, that we would advocate for

3

our clients, we pretty much do the same thing.

4

Corporations know of us and they recommend us to

5

other organizations.

6

Q Are you listed in the Yellow Pages?

7

A Yes .

8

q what is the listing called?

9

A Bell Redford Glenn.

10

Q No, but what is the name ?

11

A They do not have anything for

12

outplacement yet; they have it for consultants.

13

q is it some kind of consultants ?

14

Consultants are just people, as I understand it,

15

who consult. Is there some subcategory in the

16

Yellow Pages ?

17

A 11 may be human resources .

18

Q And so most people learn about you

19

either from word of mouth or from the employer

20

they are leaving; is that correct ?

21

A That is correct.

22

Q And the bulk of your business, I take

23

it, is done under basic arrangements with

24

employers such as you have it with Price

25

Waterhouse ?

Redford

1

2

A

That is correct .

3

Q

Not from wa1k-ins who say, I heard

4

about you?

A

5

6

As a matter of fact, we don t do any

of that business.

7

Q

You don't do walk-ins?"

8

A

No, sir.

9

Q

Do others do that?

10

A

There are some organizations that do

Q

The usual arrangement in your business

11

12

that .

13

is to have the arrangement with the employer and

14

the employer refers leaving people to you; is that

15

correct?

16

A

That is correct.

17

Q

Well, you said that the search firms

18

don t know about your involvement, so the question

19

of whether you think your name gets people better

20

success than another

21

issue, is

lacement firms is not at

it, I take it?

22

A

No, sir.

23

Q

But you are better than most, I

24

assume ?

25

A

Oh, we are absolutely much better than
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1
2

mo s t .

Q What is it that you do that makes you

3
4

better than most?
A well, I think we take -- this is true,

5
6

we take a greater interest and go the extra mile.

7

e follow up, we are known for that. We have, I

8

be1ieve, a more mature group of people working

9

with us, with greater experience. We haven t

10

gotten to the point yet where we have said, well,

11

we have,got too many clients, we can t take any

12

more, but if that point ever reaches , we are

13

prepared to do that.
n You wouldn't add more people to serve

14

15

them?

16

A Probably not many more.

17

Q is yours the typical size of a search

18

firm, or are some of those national, too?

19

A Outplacement firm?

20

Q Outplacements. Sorry.

21

A There are many more 1ike my size, but

22
23
24
25

there are national firms.

Q Could you give me the names of some of
the major --

A

Drake Beam Morin, where I was an
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executive vice president and first started in this
business, is the 1argest by far. They are in

great numbers of cities throughout the United
States and the world, as a matter of fact.

Right Associates. An outfit called
Chapman something and something, also is
national. There are several others .
q Now, aside from those you have

mentioned, if they have Washington offices , which
ones do you think most highly of in Washington?
A I would think, of those, any of those
would be fairly decent operations .
Q Are there any other local ones there
that you have a high regard for?
A No, sir, not that I know of.

Q What do you mean when you say you stay
with people ? What is it that you do once they
start contacting search firms themselves, with
your advice and as sis t ance ?

A In the case of the Price Waterhouse
people, we are in touch with them by phone, asking
them how they are doing, what they are doing,
recommending how they approach various things that
they are working on, helping them with the
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2

composition of new letters perhaps, just kind of

3

acting as a coach.

4
5

6
7

MR. HELLER: Okay. I will be close to
done, just give me a few minutes.

Q Do you have dealings with an outfit
called, search firm called Meder & As sociates ?

8

A No, sir.

9

Q You have never met with Mr. Meder?

10

A No, sir.

11

Q in order to compile the list that you

12

give to clients, you have been in touch with the

13

search firms at so e point or another, haven t

14

you, and established that you think they are

15

ethical, productive places to look?

16

A Well, that is one of the other things

17

I think that makes us superior. Having been in

18

the business, I am aware of the better ones. But

19

there is an association of search organizations

20

and usually the ones that are members of those,

21

that association. And there is another one that

22

started up, they are pretty good.

23

Q Let me take you back again to your

24

experience when you were with a search firm,

25

does a search firm charge? They charge the

How
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prospective employer or what?
A Yes .

Q We are talking about the kinds of job
levels; we have been talking about $100,000 or
more .
A Yes .

Q How does that work, how do their fees
come in and what are their charges ?
A They charge usually 30 to 35 percent
of the salary, or the total sa1ary plus any
guaranteed bonuses, which is paid first
installment at the beginning of the search and
then monthly for the next two months until the
whole fee is paid.
Q is that taken out of the co pensation
of the employee finally, or is that something that
the employer normally pays without regard to the
employee s compensation?
A That is always what the employer
pays. There are two types. There is one called
contingency, and the other one called retainer.

And I am referring to the retainer
search organizations. The contingency one hears

of a job, maybe gets an exclusive for a while from
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the company, bu

they do not get paid until the

job is filled, and there are probably as many on
each side. Some of the contingency firms are

good. Many of them I don t have too high a regard
f or .

But certainly the reta ner firms
usually, before people are going to retain you,
you have to have some sort of a tr ck record and
have something to sell , so they are usually good.

q How does age affect the placement
prospects of a senior manager co ing from a firm
like Price Waterhouse?
A Age doesn't really beco e a factor, as

far as my statistics are concerned, until about 55
and over. Then it just takes a little longer. I
have not had a problem with age for a lot of
years.

I watched that change particularly in
the last five to ten years. I think the reason

for that is that corporations are getting to the
point where, you know, "youth is better" is pretty

much finished.
It s knowledge, I think, that they are
looking for today. And I have not had as

uch
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trouble on that, certainly not up to 5 5.
Q Now, is that true of firms in which
the structure is a partnership rather than an
employment relationship?
A I really don t have an answer to
that .

Q I did hear you about kMcKenzie and
Booz Allen, but let me ask you again.

Have you been successful in placing
people or your clients getting placed as partners
in what used to be called the Big Eight or the
national accounting firms ?
A I don t know what the success would be
in terms of percentages, but we have had several

people that have moved over to the Big Eight.
Q Directly become partners ?
A To my knowledge, no. There is always
a waiting period and it varied. I think the few
that we have had that have done this are waiting
anywhere from a year to two years.

I have had a number of people go to
smaller firms and go in right as partners.
Q No, I understand that. Now, have they

been management consulting people or audit and tax-
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1
2 people mostly?

3 A In the smaller firms? In the smaller
4 fir s, mainly audit people, to my recollection.
5 With the Big Eight, it was split.
6 MR. HELLER: I don t think I have any
7 further questions.

8 MR. SCHRADER: I have nothing.
9 (Whereupon, at 2:20 p. ., the
10 deposition was adjourned as above set forth.)
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